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Introduction
Wine has traditionally been a traded good but only in the past two decades, the international wine trade has experienced considerable growth: in the 1960s the exported share of global wine production was 10% and in 1990 this share had reached only 15%. However, by the year 2000 the exported production had reached 25% of global production and more than 30% in 2010.
The growth of the international wine trade is just one of the aspects of the complex evolution of the world wine sector: there have been profound changes in the geography of production and consumption and in the direction of export flows (Anderson and Nelgen, 2011a; Banks and Overton, 2010; Mariani et al., 2011) . Indeed, the growth of the wine trade was caused during the 1990s by the wine consumption increase in Northern Europe and North America, compensating for the decrease in consumption in Mediterranean countries, and by the growth of exports from so-called New World Wine Producers. Recently, the international trade in wine has been boosted by increasing demand mainly in Asian countries which until recently were only marginally involved in wine imports, and production is increasing in some importing countries (China, India, Brazil) and in those with considerable potential (Ukraine). Undoubtedly, the growth of the international wine trade makes the wine industry ''an intriguing case of globalisation at work'' (Anderson, 2004; p. 3) .
A major consequence of the increasing importance of the international wine trade is the strong export orientation of the world's large producing countries and the dependence of the profitability of the wine industry on expansion of international trade. The study of the international wine trade is therefore a very important issue but also not easy to tackle. As observed by Hugh Johnson, introducing Pierre Spahni's book on international wine trade: ''Can there be a more complex trade than commerce in wine? What other commodity is offered in such infinite variety, at prices from inconsiderable to fabulous. Its markets are as almost various as itself, ranging from regions where it is as everyday as bread to milieus where it is elevated (if that is the word) to a fashion item. Governments vary so widely in their attitude to it that in one country it is covered in health warnings, in others used as a tax cow, while in another the only official injunction is not to throw the empty bottle into the nearest ditch'' (Spahni, 1998; p. vii) .
This paper aims to offer a contribution to the understanding of the complexities of the international wine trade, focusing on the period 2000-2011. Since 2000, after the two-year contraction in the late 1990s, the wine trade has grown significantly and its structure has experienced major changes. Such changes are shaping the current competitive scenario of the wine market and are the base elements for its future development.
This study analyses the growth of world wine imports, considering all wines together and the single categories recognised by global statistics (Section 2). Then it describes the changes in the geography of importers with the emergence of new markets (Section 3) and the competitive performance of the main suppliers (Section 4). The next three sections explore some characteristic features on the new international wine market: the bulk wine trade (Section 5), the phenomenon of re-export (Section 6) and, finally, exposure of trade flows to trade barriers (Section 7). In the final remarks (Section 8) we discuss the critical issues arising from the analysed trends.
The data source is Global Trade Information Services (GTI). This data base provides import and export flows of 83 countries (reporting countries): neither all the countries are involved in the wine trade, nor does the data base contain all countries contributing to the trade. Because of the missing countries, the import flows considered do not represent the whole market but the overwhelming majority. Wine trade flows are disaggregated into the three wine categories of the Harmonised System at a six-digit level of disaggregation: (i) code 220421, non-sparkling wine in containers holding 2 litres or less (hereafter: bottled wine); (ii) code 220429, nonsparkling wine in containers holding more than 2 litres (hereafter: bulk wine); (iii) code 220410, sparkling wine.
Given both the importance and complexity of such issues, an exhaustive analysis lies beyond the scope of our paper. The objective is simply to show, with statistics to hand, the overlying importance of some traits of the evolution of the international wine trade as elements of change and hence stress their importance as critical issues for the business community and policy makers and as a specific research field for academics.
International wine trade since 2000: An overview
In the period 2000-2011, world wine imports grew significantly from 2004 to 2007, and recovered in 2010 after a decline in 2008-2009 due to the international economic crisis. In 2011 world imports reached a new high: h22.6 billion for 3.4 million hectolitres (Fig. 1) . While world production decreased, world consumption showed a moderate increase. Hence the rise of international trade is the consequence of a considerable increase in consumption in non-producing countries.
Comparing the 2000-2001 average with 2010-2011, world imports have increased by 53% in value and 58% in volume (Table 1 ). The three categories considered have all grown, albeit at different rates. Bulk wine shows the highest increase, followed by sparkling wine, then bottled wine. Due to this trend, the share of bulk wine in world trade has increased, reaching almost 11% in value and nearly 40% in volume (a remarkable 5-point increase), while bottled wine has experienced a significant share reduction. Considering growth over the years, bottled and sparkling wine have risen steadily, experiencing only a decline in 2007-2009 (more pronounced for the latter), while for bulk wine the rapid surge in growth since 2005 is to be noted.
As a result of the dynamics of values and volumes, the average unit value (a proxy for price) of total wine imports recorded a reduction (À 3.3% to h 2.38), with greater differences by category: a slight increase in the unit value of bottled wine (þ 3%, to h 3.18), a drop for bulk wine (À 2.5%, to h 0.63) and a sharp decrease for sparkling (À 7.0%, to h 6.65).
During the period considered, the composition of flows changed considerably, revealing a shift in demand which merits attention. The increase in the importance of sparkling wine stems from increases in consumption occasions and the success of some affordable products (Prosecco in Fig. 1 . All wine world imports, in value and volume, 2000-2011. Source: Our calculations, based on GTI data.
Italy; Cava in Spain) which are presented with a ''cool'' image and not as cheap substitutes for Champagne.
Instead, the increasing importance of bulk wine is a more complex phenomenon driven partly by changes in consumer demand and partly by the establishing of new organisation schemes in the wine supply chain, seeking cost reductions and a higher level of environmental sustainability. Hence the growth in bulk wine trade is analysed in greater detail in Section 5.
Geography of import markets
To explore the changes which have occurred in the geography of international trade, aggregate wine import flows were broken down into five groups of countries according to their role in the international market:
Large importers: three countries which have long been major destinations for wine exports (Germany, UK and United States of America); Small traditional importers: 12 countries representing the other consolidated destinations for wine exports;
Small non-traditional importing countries: 56 countries which have recently expanded their wine imports.
Mediterranean exporting countries: five wine-producing and exporting countries (France, Greece, Italy, Portugal and Spain);
Other exporters: five countries with a strong export orientation (Australia, New Zealand, Argentina, Chile and South Africa). The small importers, whether traditional or non-traditional, are listed in Table 2 .
Small importers are very heterogeneous in terms of market size, economic situation and geographical position. Fig. 2 shows the individual weight on world trade of all small traditional markets and of the most important among non-traditional importers. Fig. 3 , which shows the trend in imports by value and volume for the different groups of countries, highlights the growth of imports of small non-traditional countries and particularly their steep growth rate since 2009. The economic crisis has impacted upon traditional importers (large and small) especially in value, while upon non-traditional primarily in volume. However, in 2011 the effects of the crisis appear overcome, for all country groups: imports, by value and volume, are greater than the 2008-2009 level. Table 3 compares the changes in import flows between the 2000-01 and 2010-11 two-year averages for all wines and categories. Data analysis shows the increase in the small non-traditional countries' share on world imports, which have reached approximately 20% in value, especially to the detriment of large importers, which have lost about 11 percentage points. In terms of volume the small non-traditional importers represent almost 22% of the market and their sharp increase in share (more than 13 percentage points) contrasts with the fall of shares of large and small traditional importers.
Overall during 2000-2011, 46% of the growth in value and 42% in volume of wine international trade were generated by the small non-traditional importers. The three largest importers accounted for 21% of the growth in value and 37% in volume, and the small traditional importers as much as 26% in value, yet only 13% in volume.
Turning to an analysis by category, all groups show an increase in imports, albeit with very diverse growth rates. This has resulted in a significant change in their relative importance in the international market, in the average unit value of imported wines and in the weight of the categories in the structure of imports in each group.
The main changes in the period 2000-2011 are worth pointing out:
The large importers, which in 2011 represent over 40% of the world market for each category, increased their shares only in world bulk wine imports in value, and most dramatically in volume (about 10% in volume). For all categories, however, the increase in imports in value is always lower than that in volume and hence the unit value of imported products decreased. Bulk wine would appear to be replacing lower value bottled wine.
The small traditional importing countries have increased their importance in world imports for sparkling wines alone, although the average unit value has fallen. Unlike the case of large importers, imports of bottled and bulk wines performed better in terms of value. Thus the average unit values for both categories have increased, particularly for bulk wine whose value is the highest at international level (h 1.12). For these countries the share of bottled wine imports on total imports declined in favour of the sparkling wines.
Small non-traditional importers are the only group that increased its share in all categories, both in value and in volume. The increase in flows in value exceeds that in volume and hence the average unit values for all categories of products rose (h 2.9 for bottled, h 0.54 bulk, and h 5.44 for sparkling wine). Overall, the bottled wine imports showed the highest growth, now accounting for about 78% of total imports in value of this group (an increase of over 4%).
The Mediterranean exporting countries have lost shares in all categories, while the other exporters have increased their shares, albeit only slightly. This increase is likely to be due both to the greater consumer preference towards imported wines and to the growth of product transfer between production units of multinational groups.
The flow of much of the imports toward new destinations has two main implications: first, the international wine distribution network is changing to adapt to the new structure of international demand. Intermediation is developing in countries other than producers and consumers, modifying the traditional competitive relationships among intermediaries and the vertical relationships along the supply chain. Some statistical evidence concerning this phenomenon is presented in Section 6. A second important consequence of the change in the geography of importers is that trade barriers are assuming greater importance, as discussed in Section 7.
Competitive performance of the main suppliers
The competitive performance trends of major exporters in the 21st century appear to be changing. After a long period of substantial growth in the market shares of the so-called New World producers in the 1990s, recent years have shown a new complex situation. What seems to emerge is a different performance among exporting countries in relation to: wine categories (bottled and bulk), dynamics in value and volume and the share in the different groups of markets 1 . For a detailed analysis of competitive performance, Table 4 shows the pattern of flows and market shares, in value and volume, for all wines and individual categories. In Tables 5-7 instead, the individual position of supplying countries in the three main groups of markets for bottled and bulk wine may be appreciated 2 . Starting from the classification of importers presented in Section 2, the nontraditional small importers are disaggregated by geographical area. The four tables highlight the basic pattern of the competitive position of the main suppliers.
Over the period 2000-2011 in absolute terms, France and Italy increased the most in value and Italy and Spain experienced the largest increase in volume. In relative terms some outstanding performances may be observed. Table 3 Wine imports by group of countries and wine category 2010-11 average versus 2000-01 average: absolute (abs) and relative (%) growth; import shares in 2010-11 (%) and change (D) in period. Source: Our calculations, based on GTI data. The growing internationalisation of wine firms, through multinational companies and strategic alliances, would require to integrate the analysis of trade between countries with an analysis of the globalization strategies . In value, imports from New Zealand grew almost five-fold and those from Argentina almost three-fold. Also in volume, New Zealand and Argentina are the top performers (imports from New Zealand grew more than six-fold and from Argentina almost four-fold) while imports from other suppliers (Spain, Australia, Chile, South Africa) more than doubled.
Groups of importers
Turning to changes in competitive position, France experienced, during the whole period, a steady erosion of its market share, both in value (À 4.5%) and volume (À 8.1%) for all categories. With regard to the different groups of markets, the following should be noted: the sharp fall in market shares in small traditional importers, the strong position in Asian markets (with a share of around 55% in value) and the positive performance in Eastern Europe (the share increased by 10%). An important positive result is the strong increase in market share for bottled wine in Asia, mainly at the expense of the United States.
Italy saw a weakening of its market shares until 2004 and then the trend reversed. In the period 2000-2011 its share in value increased by 2% and the loss of market share in volume was limited to 3.6%. Italy has gained market share in both value and volume for bottled and sparkling wines, but has suffered a significant decline in the market share for bulk wine (especially in volume). In geographical terms, Italy has achieved positive results, in both value and volume, in the large importers, in the small traditional importers and in Eastern Europe. For bottled wines, however, Italy is only the fourth largest supplier in Asia and has suffered a decline of share in value. Furthermore, the share of bottled wine on Latin American markets has declined markedly.
Spain has managed to increase its market share in volume continuously (recording the largest increase, i.e.4.6%), keeping the share constant in value. Spain has increased its share more for bulk than for bottled. It is worth noting the fall-back in Asia, where the share has declined by more than 4% in volume. This is due to the sharp decline in market share for bulk wine whereas the share of bottled wine has increased.
Australia has seen a reversal of the trend in the period: up to 2005 market shares grew sharply both in value and volume, but since 2006 the performance in value has slowed, with the end result of a 1.3% decline in market share. This trend is due to the sharp reduction in market share for bottled wine and a considerable increase in the share for bulk wine. As for bottled wine, Australia experienced significant losses in large importers and in Asia; however, these are the areas where the biggest increases in bulk wine volume have been recorded. Only in the small traditional countries has Australia performed well both for bottled and bulk wines. Table 4 Wine imports by suppliers and wine category average 2010-11 versus average 2000-01: imports in 2010-11 and in growth (%) in period; import shares in 2010-11 (%) and change (D) in period. Source: Our calculations, based on GTI data.
Suppliers
All wines Bottled wine Bulk wine Sparkling wine Imports Growth Import share Imports Growth Import share Imports Growth Import share Imports Growth Import share The United States has followed a similar trend to that of Australia, i.e. negative for bottled and fairly positive results for bulk wine. For bottled wine there has been a sharp loss of market share in Asia. The strong increase in share for bulk wine is due to the results obtained mainly in the large importers and, to a lesser extent, in small traditional countries.
New Zealand has strengthened its position in all categories and in all areas, with levels and increases in market share which are higher in value than those in volume. Since 2006 New Zealand has also become a supplier of bulk wines. The increases in shares are very high in the large importers (for bottled and bulk) and in the small traditional countries (for bottled).
Chile, Argentina and South Africa have gained market share in the two categories of wines and in all areas with better results in volume than in value. As might be expected, Chile holds a dominant position in Latin American markets while its strong performance in Asia for bottled in volume and for bulk is to be noted.
Bulk wine trade
As stated in Section 2 the lively growth of the bulk wine trade is one of the characterising features of developments in the international wine trade over the last ten years but is the result of different processes that the statistics cannot register separately. Indeed, the flows registered under code 220429 include three types of products of increasing unit value: (i) bulk wine among producers; (ii) bulk wine from producers to markets of consumption for local bottling and distribution; (iii) wine ready for consumption packed in containers larger than two litres, of the mainly bag-in-box type (INEA, 2012) .
The actual composition of import flows under code 220429 is almost impossible to measure with official statistics. However, upon analysing the import flows in the countries most involved in bulk wine imports and comparing the unit value of imported bulk wine, we may shed some light on the different types of flows and hence on the complex structure of the bulk wine trade. Table 8 analyses the trends in bulk wine imports in the 17 countries importing the largest quantities of bulk wine which currently represent 90% of world bulk wine imports.
Inspection of the table reveals first of all that the fastgrowing bulk wine trade is country-specific: more than half the bulk wine imports are now concentrated in four countries. Making allowances for the variations during the time span considered, the seven largest importers which currently represent slightly more than two-thirds of world imports may be estimated to have contributed 85% to the total increase in world imports in the last decade.
All the major importers except for two, Portugal and Switzerland, have increased their imports although the individual growth rates differ substantially: six countries have more than doubled their imports, the United States of America has remarkably increased bulk imports ten-fold and Russia has experienced a five-fold increase in bulk imports. Of the large bulk wine importers, France is the country with the smallest increase in bulk wine imports. In more than half of the major importers the share of bulk imports on still wine imports increased, especially where imports of bulk wine increased more than the average. The only exception is China, although bulk imports more than tripled, due to the massive increase in bottled wine imports.
The unit value of imported bulk wine in the single countries is divergent, accentuating the differences among countries. The range of unit value expressed in h/litre has at the lower edge the unit values of imports in France and Portugal (0.34), Romania (0.38) and Russia (0.42). At the upper edge are the Scandinavian countries (Denmark, 1.14; Sweden 1.48; Norway, 1.84).
Such differences in the unit value of imports shed some light on the differences in the composition of bulk wine imports across countries. Countries with a very low unit value of imported bulk appear specialized in wine imports destined to be mixed with national wine or processed prior to consumption. Conversely, the high unit value of imported bulk wine in countries such as Sweden, Denmark and Norway indicates that such markets receive important quantities of wine packed for consumption in containers larger than two litres. Countries with an intermediate unit value of bulk wine imports are likely to receive import flows with a balanced composition of wine imported in containers larger than two litres, with a major share of finished wine which is bottled in the destination market and sold with a private label or with a producers label. As the growth in importance of the international trade of bulk wine is a major aspect of the reorganisation of the international distribution of wine it is worth analysing how the import of bulk wine has developed over time. Fig. 4 shows the trend in bulk wine imports in some of the larger markets for this wine. It may be observed that a peculiar aspect of the increase in bulk wine imports is the nonregularity of the progression of imported quantities, with irregular increases and temporary contractions.
But a second and more peculiar aspect is the accentuated dynamic of the competitive performance of some suppliers, measured as a share on the imported wine. In the last decade in some countries the progressive establishment of a market leader has occurred with the consequent reduction of competitor shares; this holds for France, the UK and Russia. Conversely, in other countries the position of single suppliers looks very unstable, as is the case of the United States of America, Italy and China (Fig. 5) .
Re-export activity
The spread of wine consumption to countries that were hitherto non-consumers, due to new consumption habits of the resident population or to those of tourist or business travellers, has driven changes in the international wine distribution network, multiplying the number of intermediaries (market makers and match makers) and establishing new routes for the transport of wine from the production area to the consumer. Such new routes have been shaped in many cases by some importers extending their activity to neighbouring countries, by the search for a lower impact of import tariffs and by cost containment using storage or bottling facilities in a country other than that of final destination. This approach to organising access to new markets has driven re-exporting, i.e. exporting from one country wine previously imported.
Investigation of such a phenomenon is far from easy. However, by combining statistics on wine production and exports it is possible to identify some exporting countries without domestic production or with a production lower than their exports. By filtering wine exporters in this way a set of 33 re-exporting countries was identified. The 20 countries with the largest value of exports in this group (Table 9) show a different contribution to world exports and only ten of these account for 95% of the total value of the whole group's exports. The largest re-exporters are the UK, Singapore, the Netherlands and Hong Kong. Taken together, the Baltic Republics and Scandinavian countries assume some importance.
The incidence on the global value of wine exports of the 33 countries doubled from 2000 (3.5%) to 2011 (7%); the incidence in terms of volume is lower and increased over the same period from approximately 2% to 3%. As a consequence, the unit value of the exports of these reexporting countries is increasingly higher than the average of world exports, especially in some countries, indicating that re-exporting frequently involves high value wines. In a fair number of the countries in Table 10 exports represent a considerable share of imports (namely in value, indicating that premium wine imports are destined widely or mostly for re-export) and re-exporting activity is well established. Notable cases are Singapore, Latvia and Lithuania. Nevertheless, re-export activity looks highly unstable in many of the smaller re-exporters.
Analysis of the markets supplied by re-exporters (Table 10) shows that the wine in question was mostly transported to the surrounding countries with some exceptions, as is the case of UK exports to Hong Kong and Singapore exports to Australia. The role of the Baltic Republics as suppliers of the Russian market is fairly important. Analysis of markets supplying re-exporters shows that these countries mostly receive wine from producing countries but in some cases also from other Table 10 Wine re-exporting countries without domestic production or with a tiny domestic production: main suppliers and client markets in 2011 (all wines-top 20 countries according to value). Source: Our calculations, based on GTI data. Re-exporting is not confined to the non-producing or marginally producing countries. The professional media reveal a substantial increase in wine re-exporting from many large producing countries, thereby exploiting logistic platforms, integrated in some cases with bottling or packing facilities, in such countries. Yet in producing countries it is not possible to highlight re-exporting activity by crossing aggregate data on production and export. But for Germany official statistics are available which indicate that in 2011 this country re-exported 2.1 million hectolitres. This is a massive increase, given that in 2000 and 2001 the reexported volume was about 0.3 million hectolitres. Germany is probably the largest re-exporter of wine, reexporting in volume more than twice that of the UK, albeit with a rather low unit value (about h 2.6/l).
Combining the information from Germany with the data in Table 9 , it emerges that wine re-exports involve at least 5 million hectolitres. Hence the amount of world exports coming from statistics overestimates the actual volume of wine traded internationally by 6% at the very least.
Trade barriers
Over the past century, the growth of the international wine trade has been fostered by the trade liberalisation process. This process has been brought about both by the establishing of economic integrated areas (the most relevant to the wine trade are the EU, NAFTA, MERCOSUR and ANZCERTA 3 ) where tariffs and, in varying degrees, non-tariff barriers have been removed and by the progress of the World Trade Organization (WTO) towards a general and progressive reduction of tariffs and more effective regulation of non-tariff barriers.
Tariffs are the most tangible trade barrier: they increase prices of imports, thereby impeding access to markets. The current level of tariffs is constrained by WTO rules: all members are committed to set tariffs at levels (MostFavoured-Nation Tariff) above which they cannot be raised without compensation to the countries concerned. The currently bound tariffs are the result of the Uruguay Round, because the new negotiation, the Doha Round, is still in progress and it is doubtful that it will ever end with an agreement.
Tariffs on wine, depending on the importing countries, could be expressed as: ad valorem, with one rate or different rates according to the price level of the product; specific volume-based (per litre); specific alcohol-based (alcoholic strength); a mixed of ad valorem and specific. In addition, tariffs could differ according to the various types of wine (still bottled or bulk, sparkling wine). Specific tariffs based on volume are the most popular in Europe and North America, whereas ad valorem tariffs are used in the Asia-Pacific region with the exception of Japan and Malaysia (Anderson, 2010) . Due to the presence of specific tariffs, evaluating and comparing the level of market protection for wine requires complex estimates. According to the literature, tariff protection is quite low in countries which have long been involved in importing wine, although the main new world exporters complain that the EU has a higher tariff level. By contrast, the tariff level is high in countries which have recently experienced growing wine imports, i.e. mainly Asian markets (Anderson, 2010) .
Non-tariff barriers refer to the wide and heterogeneous range of policy interventions other than border tariffs that affect and distort trade in goods, services and factors of production (Deardorff and Stern, 1998) . In this range, particularly critical are the technical barriers to trade which have been regulated by the WTO through two agreements (Agreement on Technical Barriers to Trade and the Sanitary and Phytosanitary Agreement) on the basis of common principles of harmonisation, equivalence and mutual recognition (Commonwealth Secretariat, International Trade Centre, 1999) . Implementation of such WTO regulations has given rise to some critical issues and has not proved effective at preventing the increase in technical barriers.
With regard to the wine trade, few standards have so far been defined by the Codex Alimentarius, recognised by the WTO as a standard-setting organisation, while the International Wine Organization (OIV), though an intergovernmental organisation committed to establishing technical and commercial standards for wine, is not recognised by the WTO (Battaglene, 2011a) .
According to the literature (ICE, 2010 , Wine Institute, 2010 , Winemakers' Federation of Australia, 2010 , the technical barriers of major concern for the wine trade are as follows: (i) wine labelling regulations; (ii) winemaking practices; (iii) maximum residue limits of agrichemicals: they differ between countries both in level and approved use on products; (iv) certification and testing procedures.
In the 21st century as the fast-growing new wine importers are highly protected by tariffs and are developing wine market regulations (in some cases even to protect the domestic wine industry in its infancy) which could prove to be non-tariff barriers, the issue of the level and types of barriers to trade is assuming new importance. Indeed, trade barriers could seriously constrain the growth potential of world wine imports, and processes of non-uniform reduction could affect the competitive advantages of suppliers (Hussain et al., 2008) .
With reference to the reduction in non-tariff barriers in the wine trade, a major initiative is the World Wine Trade Group (WWTG) 4 which currently includes eight countries long involved in the wine business. These countries have implemented an effective approach, based on WTO ideas of harmonisation and mutual recognition, to removing technical barriers to the wine trade among its members, attaining some important agreements 5 , and are now trying to involve fast-growing importing countries 6 . In order to obtain an initial quantitative assessment of the wine exports most vulnerable to trade barriers, flows are broken down to quantify: (i) trade between countries within Regional Integrated Areas; (ii) trade within the WWTG countries; (iii) exports shipped outside the above groupings of countries (Table 11) .
Over the considered time span the share of international trade among countries belonging to the same economic integrated area has greatly diminished in value and volume (due to EU intra-trade) while the share of trade among the WWTG has increased. The share of exports shipped outside these groupings of countries has increased, now accounting for about half the value and 42% in volume. It emerges clearly from Table 11 that a major share of international trade could be exposed to trade barriers. The future development of the international wine trade is thus dependent on how such barriers will be managed.
Final remarks
Our analysis of the international wine trade over the period 2000-2011 highlighted both its growth and the way its structure has evolved. Having outlined the main trends, we now briefly discuss what appear to be the most critical issues in order to highlight the main aspects requiring specific and extensive research. Such issues comprise: (i) changes in the composition of flows; (ii) new trade routes; (iii) the peculiar progression of the competitive performance of suppliers; (iv) the increased complexity of the market's regulatory framework.
The changes in flow composition, with the increased share of bulk wine and sparkling wine, appear the result of two drivers: evolution of consumer demand and, for bulk wine, the search for a more efficient organisation to supply foreign markets. On the consumption side, the dominant trends in wine consumption highlighted by the most recent studies on drivers of customer preferences provide explanations for the increase in the international trade in sparkling wine as well as wine for consumption in bagin-box (BiB) packaging recorded as bulk wine by statistics. According to the most relevant studies, in making choices about what they eat and drink modern consumers appear influenced by three mega-trends: health, convenience and indulgence/premiumisation. Moreover are identified eight inter-related sub-trends: wellness, speeding up, demographics, authenticity, ethics, sophistication, exclusivity and value (AWBC, 2007) .
The trend towards indulgence and the natural tendency to differentiate the type of wine chosen when enhancing the experience appears consistent with the growth of sparkling wine consumption . Such growth, as seen in Section 2, has been facilitated by the availability of affordable sparkling wine with an individual 4 The WWTG, founded in 1998, is an informal grouping of government and industry representatives from Argentina, Australia, Canada, Chile, Georgia, New Zealand, the United States and South Africa (Knaup, 2010) . 5 The Mutual Acceptance Agreement on Oenological Practices; The Agreement on Requirements for Wine Labelling; The Memorandum of Understanding on Certification Requirements. 6 In 2010 countries that are not members of the WWTG (such as China, Japan, Hong Kong, Brazil and Uruguay) have been invited to the annual meeting. Furthermore, the WWTG is establishing regular relations with the Asia-Pacific Economic Cooperation (APEC) countries (Battaglene, 2011b) .
image which has become trendy in some countries. For example, the London-based research agency Wine Intelligence claims that the current decade is becoming the Prosecco Decade in the UK. The trend toward convenience, in synergy with the sub-trend ethics, seems consistent with the growth of the consumption of wine in BiB: such packaging increases customer productivity, it is simple to use, convenient, usually visually attractive and easy to dispose of and recycle Santini et al., 2007) . That said, interest in BiB is not contradictory with the trend toward premiumisation as consumers are becoming more rational and eclectic, able to choose a wine with good value for money and service content for daily or relaxed occasions and high price superpremium wines for special occasions.
The expected persistence of the mega trend of indulgence makes further growth in sparkling wine consumption probable, albeit at a lower rate with respect to the recent past, and the expected persistency of the convenience trend should ensure a further development of BiB. This prospect looks confirmed by some qualified market reports (Kuiper, 2011; Vinexpo, 2011; Wine Intelligence, 2012) but the way in which the international trade in such products will grow is an open question. Concerning sparkling wine, interesting issues are the possible changes in supply and demand composition and, therefore, whether new suppliers will challenge the supremacy of France, Italy and Spain and whether consumers in emerging countries, who have a different relationship with sparkling wine from consumers in traditional consuming countries, will contribute actively to the increase in demand for this wine (Wine Intelligence, 2008) . Concerning wine in BiB packaging, the main issue is whether consumption and trade will be confined to basic popular premium wines or it will be extended to premium wines (Santini et al., 2007) .
Concerning flow composition, an interesting aspect which was not covered by our analysis, since it was impossible with the ordinary data on international trade, is the share of wines with different prices in the aggregate flows. This is a characterising aspect of the supply of each competitor, which is quite important to properly understand the competitive strategies adopted 7 . For bulk wine the re-engineering of the supply chain based on localisation in the final market of packaging/bottling activities may explain the growth of trade, stimulating increases in shipping ready-to-consume wine to be bottled/ packed in the final market, or in a country near the final market. Such processes have their rationale in the search for advantages in terms of transportation cost, environmental impact of the supply chain, flexibility concerning the final choices about wine containers and labels and, at least for shipping to the UK, compliance with specific national schemes encouraging such a way to ship wine 8 .
Indeed, several factors may suggest that a substantially increased share of ready-to-consume bulk wine could become a permanent feature of the international wine trade. Confirmation of the broad interest in the industry to challenge this new scenario with a more strategic approach comes from the success of the World Bulk Wine Exhibition in Amsterdam which started in 2009 so as to improve the transparency in the market and increase business opportunities for suppliers and purchasers 9 . Of course, the reshaping of the supply chain reinforces the problem of the power distribution along the chain and of the competitive advantage of (different) producers. In the new scenario large multinationals with production and bottling/packing facilities scattered over many countries could have specific advantages over other producers, and the spatial division of production and bottling could give more power to supermarket chains and give more space to their own-store labels. Such elements of change in the relationship among the actors could apply quite strong pressure toward a structural change in the production stage of the wine industry.
The changes in trade routes, which affect the final destination and the path of flows, stem from the larger presence of wine in consumption habits in a growing number of markets. This leads to significant opportunities for exporters, albeit in the context of a competitive landscape which is complex, dynamic and selective.
In non-traditional markets, the wine business is growing rapidly along pathways with specific local characteristics. The tastes and preferences of consumers, in many cases not used to drinking wine, can then be shaped and guided. For providers, therefore, the critical success factors are the ability to understand the trends in each country and the speed of entry, which gives the first-mover an advantage in influencing consumer preferences. In this context, the competitors which have the appropriate skills, be they countries or individual companies, can gain a competitive advantage in each market (Chaney, 2002; Hussain et al., 2008; Mora, 2006 Mora, , 2007 . In this respect, France is a case in point. It has performed better than other exporters in many small non-traditional importing countries, particularly in the Far East, since until now the French wine companies have been more skilled at interpreting the needs of such markets.
The increase in wine consumption and imports in new markets has also resulted in a larger role being played by re-exporters: the analysis highlighted the fact that a nonnegligible share of flows of internationally traded wine passes through one (and sometimes two) countries. Such non-direct paths from the place of production to consumers may stem simply from logistic optimisation but could be a signal that the role of intermediaries operating upstream of the final importers is increasing. The implication for producers challenging the international markets is 7 Estimation of value shares of national and global wine markets by quality at 2009 is available in Anderson and Nelgen (2011a) . 8 The WRAP initiative in the UK focuses on educating the trade with respect to the economic benefits of lightweight bottles and bulk importing to reduce the volume of non-recyclable green glass in the market. that the number of gatekeepers guarding access to the new market has increased, and the capacity to acquire suitable knowledge of the more recent developments of distribution networks and establish effective relations with all the important actors has become of strategic importance.
The peculiar progression of the competitive performance of the main exporting countries is a critical issue. Our analysis in Section 4 showed that a new competitive scenario has been established, very different from those of the 1990s, with the exceptional progress of New World exporters to the great detriment of the Old World (Anderson, 2004; Cesaretti et al., 2006) . Indeed, analysis by group of importers and wine category shows a very complex situation, where each competitor follows a very individual pattern in terms of areas and wine categories where it is successful or otherwise. The result is that it is no longer possible to interpret the competitive scenario in the wine market with the New World vs. Old World dichotomy, with an advancing New World and an Old World in retreat.
The reasons for success of New World countries during the last 20 years of the 20th century have been effectively summarised by Anderson (2004; p. 26) : in the countries belonging to the Old World ''wine is a declining industry, and export growth has been driven by the need to get rid of surplus production of low quality wine induced by price support policies of their Common Agricultural Policy in an environment where domestic demand has been shrinking''. Conversely, in the New World ''wine production and export growth are the result of conscious business strategies aimed at exploring new comparative advantages in commercial premium wine that resulted from the growth of wine supermarketing and the like''. Indeed, the performance of New World producers up to the end of the last century offers a brilliant example of catch-up as their success ''has not simply been achieved by copying new technologies from Old World leading countries. In fact, it has entailed a major process of creative adaptation and innovation, which has been underpinned by institutional changes and by impressive scientific achievements'' (Giuliani et al., 2011, p. 199) . While much has been written to explain how the competitive advantage of New World producers has been generated, the intriguing question now is how to interpret the recovery that Old World producers have experienced at least in some markets or wine categories. For sure, the wine exported by the latter countries is no longer the wine which was unsellable on domestic markets, and exporting companies in the Old World may well have been rapidly able to become more market-oriented, with all the implications in terms of relational strategies, promotion and distribution, as indicated by the success of the EU measure supporting the promotion on the third-country markets in the framework of the Common Agricultural Policy (European Commission, 2011) .
One key question is the role of the characteristics of Old World wines and, in particular, whether the heterogeneity of the European wine supply may be considered a source of value for consumers. A second critical issue is the value (or disvalue) of the industry structure in the larger Old World producing countries. Although the wine industry shows a low degree of concentration worldwide, its concentration is even lower among Old World producers. That said, large companies are emerging also in such countries, often through the merging of cooperatives 10 . That said, the difference in the industry structure between Old World and New World is not only in terms of concentration, but also due to the different organisational model of the firms Remaud and Couderc, 2006) . A hypothesis to be tested is that the performance of the exporting companies in the Old World improved because: (i) they were able to become multinational, forming alliances with foreign companies to reap economies of scope, especially with distributors and retail chains following the path indicated by Anderson et al. (2004) ; (ii) and/or they are supported by a fairly efficient production structure which only appears to be fragmented: individual producers at the viticulture and early transformation stages -are linked in networks coordinated by cooperatives or other actors.
Another interesting issue arising from the analysis of changes in the competitive scenario is the evaluation of specialisation in the bulk wine trade of some competitors, mainly Australia, New Zealand, the USA and Spain. The problem is whether success in such trade can be interpreted as a forward-looking rooting in a market segment which will become increasingly important or is the consequence of a reduced competitive advantage in the bottled wine business (Anderson and Nelgen, 2011b) .
As regards the changes in competitive scenario an important role has been played by exchange rates in the past decade, an example being the devaluation of the Argentine Peso leading to the aforementioned growth. Exchange rates have to be taken into account in forecasting future developments.
The last critical issue to consider is the increased complexity of the regulatory framework of the market, related to trade barriers and so-called private standards. As discussed in Section 7, the countries which are the new fast-growing wine importers are the most protected by tariffs. Further, wine market technical regulations are being developed which could prove to be non-tariff barriers. Indeed, the rising interest in the growth of domestic wine production could lead some of these countries to maintain (or even increase) protectionism and support to local producers. Given that at the multilateral level the Doha Round of WTO is beset by several difficulties, the involvement in the WWTG of an increasing number of countries and the progress in establishing Preferential Trade Agreements undoubtedly represent progress in trade liberalisation but are likely to create distortions in competition (Mariani et al., 2012) . Last but not least, it should be stressed that the international wine trade is constrained not only by national technical regulations resulting in non-tariff barriers but also by private standards. In the last decade there has been intensive development of private standards, initially mainly targeting food safety (often exceeding requirements established in international standards developed by the Codex Alimentarius) and in recent years mainly related to social and environmental aspects. The standards can be set by individual firms (predominantly large retailers), collective national organisations, or international standards organisations. Private standards are voluntary, but if they are required by large retailers and/or large companies, they become de facto mandatory for suppliers 11 . Private standards do not fall within the rules of the WTO. Indeed, they are a matter of increasing concern for the effects that they may have upon access to international markets, especially for small businesses (Henson and Humphrey, 2009) .
Finally, many specific questions come to mind when analysing the international wine trade in depth. However, the main question concerns future developments. From our analysis the international wine trade emerges as a complex and dynamic system which looks in good shape despite the economic difficulties in many countries. This is not sufficient to make inferences on the future. Some sources forecast that by 2030 wine consumption in the USA should reach 36 million hectolitres, but with a reduction in domestic production which should give a dramatic impulse to international trade (Lapsely, 2010) . However, in the shorter term a substantial further increase in the international wine trade should come from non-traditional small importers, as defined in Section 3. Indeed, market research has indicated that China will soon become the country with the largest wine consumption in the world (Kuiper, 2011) . However, the stable inclusion of a new product in the consumption habit of a country is no trivial issue. Indeed, stabilisation of consumption in a new market requires the capacity to maintain and guarantee the quality of products, avoid fraud and ensure an adequate retailing system 12 . Further development of the international wine trade appears linked to whether and to what extent such conditions can become established.
